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STANDARDIZE YOUR COMMERCIAL DEPARTMENT 
“BY USING THE. FOLLOWING TEXTS: 


20th Century Bookkeeping and Accounting by James W. Baker. 
An elastic system adaptable to different length courses in various 
classes of schools. A practical, concise, up-to-date system based on 
sound bookkeeping and accounting principles. Practice sets can be 
furnished either with or without vouchers. The most popular system 
now on the market. 


Bookkeeping and Accounting by J. O. McKinsey, A. M., L. L. B., 
C. P. A., of the University of Chicago. A new system of bookkeeping 
based on the statement method of approach—a method which is prov- 
ing so popular with many of the leading teachers of this subject. This 
system will be welcomed by a large number of progressive commercial 
teachers who insist that it is best to teach bookkeeping by the class 
method, and who prefer to start beginning students on the financial 
statement instead of teaching beginners by the account or journal 
methods of approach. Ready for distribution about June 1, 1920. 


Peters’ Commercial Law by P. B. S. Peters, L. L. B. An inter- 
esting text written in a scholarly manner, yet so simply presented that 
it can be readily comprehended by the student. A text book that 
can be used successfully by the teacher without a legal training. Peters’ 
Questions and Cases on Commercial Law make the teaching of this 
subject a pleasure instead of a burden. 


Ross’s Business English, 4th Edition, by J. Walter Ross. This 
text offers an excellent short course in Business English and letter 
writing. Special emphasis is placed on sales letters. Commercial 
abbreviations arranged alphabetically for ready reference. The teach- 
er’s handbook makes the teacher’s work easier and more effective. 

Peters’ New Business Speller by P. B. S. Peters. Five thousand 
words classified according to nature of business. 

20th Century Touch Typewriting by I. E. Grisso. The only type- 
writing text that illustrates and emphasizes the use of finger gymnastic 
drills. First Edition exhausted in six months time: second edition 
recently published. You are invited to compare this text with any 
other typewriting text on the market. 

Personality and Salesmanship by A. H. Holmes. An interesting 
discussion of personality as applied to salesmanship. Accompanied 
by teacher’s handbook containing numerous snappy sales stories and 
talks. Ready about June 1, 1920. 

20th Century Bank Accounting by Oscar Garber. An individual 
bank accounting practice set based on the new Federal Reserve Bank 
System. The only course in banking now published that is based on 
the Federal Reserve Board requirements. 

For detailed information regarding any of these publications, 
write the publishers. 


SOUTH-WESTERN PUBLISHING COMPANY 
309 West Third St. 
Cincinnati, Ohio. 
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IMPORTANT MEETINGS OF COMMERCIAL 
TEACHERS FOR 1920 


April 1, 2 and 3, the Eastern Commercial Teachers’ Association held its 
annual Convention at the Bellevue-Stratford Hotel in Philadelphia. Mr. P. 
S. Spangler of Duff's College, Pittsburgh, President of the Association, had 
planned a splendid program and, it is said, the attendance at the meetings 
was larger than usual. A feature of the Convention was the trip to the Hog 
Island Navy Yard on Thursday. A great deal of credit is due Mr. Spangler for 
the success of the meeting. Mr. F. G. Nichols of the Federal Board for Vocational 
Education, Washington, D. C., was elected as President and the Association is 
to meet in New York City next year at Easter time. 

May 14 and 15, the Central Commercial Teachers’ Association is to hold 
a meeting at Cedar Rapids, lowa. Mr. E. C. Bigger of the Lincoln Business 
College, Lincoln, Nebr., is President of the Association and is making every 
effort to plan an interesting program. He announces that Prof. J. O. McKinsey 
of the University of Chicago will be one of the speakers. Prof. McKinsey 
has an enviable reputation as an interesting speaker on commercial subjects. 


The annual meeting of the National Educational Association will be held in 
Salt Lake City, Utah, the first week in July. This is the teachers’ division of the 
Association and an interesting program for commercial teachers is being planned. 


December 27-31, the National Commercial Teachers’ Federation will hold 
its annual convention at the Hotel Statler, Cleveland, Ohio. For several 
years this Federation has met annually in Chicago, but at the last annual 
meeting it was voted to meet in Cleveland this year. Mr. J. 5. Dickey, Presi- 
dent of the Bowling Green Business University, was chosen President of the 
Federation at the last meeting and he announces that plans are being formulated 
to make this year’s convention the best one ever held by the Federation. He 
says he expects an attendance of at least one thousand commercial teachers. 
With such an able leader back of the plans for the convention, there is no doubt 
but that every commercial teacher, who can possibly arrange to do so, should 
plan to spend a part of the holiday season in Cleveland. 


There is not the slightest doubt but that you can get a great deal of good out of 
these meetings. They are planned for your benefit and every effort is made to make 
the programs interesting, educational and constructive. 
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REAL AND NOMINAL ACCOUNTS 


by 


MALCOLM F. DENISE, DIRECTOR 
Department of Business Training 
The Nichols School, Buffalo, N. Y. 


OST of the older text books on 
bookkeeping are a vast void 
when it comes to making a distinction 
between real and nominal accounts. 
The newer books generally treat the 
subject earlier or later; but in the 
majority of cases fail to take full ped- 
agogical advantage of the topic. 

It is the writer’s opinion, gathered 
from several years’ experience in 
teaching bookkeeping to High School 
pupils and to Normal School students 
who were preparing for commercial 
teachers, as well as to older accounting 
classes, that an early and proper pres- 
entation of the subject is a great aid 


to intelligent work generally, and 
statement making especially. The 


second or third week is none too early 
in the course to make a start. The 
majority of the group will readily 
grasp the idea. This fundamental 
classification will gradually become 
clearer and clearer to the student as 
he learns more about accounts and 
account keeping. It is one of the re- 
quisites of straight thinking in book- 
keeping and accounting. 

Real comes from the Latin word 
res, meaning a thing. Hence a real 
account is one representing a thing— 
an inventorial value which may be 
either positive or negative. (The 
student must be steered clear of the 
error of thinking tangibility is the test, 
e. g., Good Will is real, having a defi- 
nitely determined value.) Nominal is 
derived from the Latin word Nomen, 
meaning a name. Therefore, a nomin- 
al account is one existing in name only 
—having no inventorial value. From 
another point of view, this class of ac- 
counts merely represents by names the 
explanations of the increases or de- 
creases in assets. 


bh 


Any subject lends itself more or less 
readily to classification. Bookkeeping 
is no exception to the rule. Accounts 
are naturally classified into three 
groups for debit and credit purposes, 
and into two groups when statements 
are considered. If this can be made 
clear very early in the course (and it 
can), how much more teachable the 
subject becomes! As new accounts 
arise, they are naturally assigned to 
one group or to the other, ultimately 
finding their way into the Balance 
Sheet or the Profit and Loss statement. 

Having heard the terms asset 
and liability, and profit and loss, the 
student can readily learn to use the 
word real as a synonym for the former 
two and nominal as embracing the 
latter pair. The average beginner can 
see that Cash, Accounts Receivable, 
Notes Receivable, etc., represent a 
definite, present or inventorial value 
which is positive in nature. Likewise, 
Accounts Payable, Notes Payable, etc., 
represent a definite, present or inven- 
torial amount which is an equity or 
claim against the value of the assets 
and is therefore negative in nature. 

A few homely questions make it 
equally clear that there can be no in- 
crease or decrease in the positive or 
asset values without some cause or 
explanation. From the very nature 
of double entry bookkeeping, we debit 
or credit the cause by name, e. g., 
Rent Paid, Interest Received, Taxes, 
etc. These accounts only measure 
losses or gains and therefore represent 
no present or intrinsic value, i. e., 
exist in name only. 

Questions like the following serve as 
eye openers and help to clinch the sub- 
ject: ‘Who in this class has ever seen 

(Concluded on page 24) 
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COMMERCIAL EDUCATION 
ITS STATUS AND EDUCATIONAL VALUE 


by 


J. F. CASKEY 
Department of Business Education 
Bellingham State Normal School 
Bellingham, Wash. 


Training for Service 


The education and training of the 
young man and young woman of the 
future will, to a great extent, be based 
upon the economic, social and _polit- 
ical needs of the time. The storing of 
the mind with the traditions, customs 
and beliefs of a past, having no point 
of contact with the customs and 
usages of the day in which we live, 
must give way to the twentieth cen- 
tury slogan, “Training for Service.” 


Effect of ““World War’ on Commercial 
Education 


It is said that the great error of 
American parents has been “to have 
their children appear clever, rather 
than useful.” The disappointment 
to our government officials resulting 
from the call sent out for men and 
women trained to do some useful, 
necessary work, is too fresh in the 
minds of our countrymen to require 
comment. I wish to make it clear, 
too, that the failure was not so much 
along purely military lines as in those 
trades, professions and callings that 
are just as essential in time of peace 
as in war. The economic waste and 
resultant loss to the nation can never 
be estimated. But, if the lesson, 
costly though it was, be heeded, and 
the knowledge thus gained be made 
the premise upon which to formu- 
late a more modern, practical and 
virile course of study, having for 
its chief and ultimate end the training 
of the young men and women of our 
nation in that manner that shall best 
fit them to take their places in the 
industrial and economic work that 


awaits the trained mind and the 
skilled hand, may we not be justified 
in thinking of it as one of the blessings 
resulting from our participation in 


the World War? 
The Progress of Business Education 


It is somewhat difficult for us at 
this time to realize that the first school 
to offer a course in bookkeeping was 
that opened by Mr. Bartlett, in the 
city of Cincinnati, Ohio, in the year 
1857; that the Bryant and Stratton 
chain of schools in the cities of Balti- 
more, Boston and Buffalo, came some- 
what later, about the year 1860; that 
it was not till in the later seventies 
that instruction in shorthand was 
offered in the Business Colleges of 
that time. It is safe to say that it is 
not more than twenty-five years since 
the High Schools of our country began 
to concede that there might be some 
real value in what they had hitherto 
looked upon with scorn and derision. 
In many instances, even today, the 
High School principals and the teach- 
ers of the High Schools, can not over- 
come their old-time prejudices against 
these subjects which the public demand 
has forced them to incorporate in and 
to make a part of their regular course 
of study. Knowing all this and the 
reluctance with which the schools and 
colleges have acknowledged the neces- 
sity for and the value of these sub- 
jects, we have a feeling of pity for 
those who, in their ignorance, prate 
about the dignity conferred upon 
business education through its adop- 
tion by the High Schools and Colleges 
that have thus unwillingly accepted 
the inevitable trend of education. 
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Pioneers in Business Training 

To the average academician, the 
mention of business education brings 
to his mind the study of bookkeeping, 
shorthand and the allied subjects, 
arithmetic, spelling and penmanship. 
To the business educator, it means 
the correlation of all those studies 
that pertain to the makeup of the 
broad minded, intelligent, educated 
man of affairs. When he thinks of 
L. L. Williams, Packard, Spencer 
(Uncle Robert), and many others who 
have given so much, and meant so 
much to the cause of practical educa- 
tion, he is filled with a sense of pride 
in his calling and a feeling of respect 
and admiration for the men who 
pioneered in this great work. 


The Commercial Course Should be 
Carefully Planned by Specialists in 
Business Education 

What has happened to the com- 
mercial courses that have been adopted 
by many of our High Schools 
and Colleges? Just this: not having 
a comprehensive knowledge of the 
needs of the young people intrusted 
to them, and, being unwilling or 
unable to outline a real commercial 
course, they have sandwiched it in 
with other courses, with the result 
that it has been shorn of its real power 
and value in the training of those who 
desired to engage in an active busi- 
ness career. This narrowness, this 
indifference, this lack of the proper 
conception of the needs and desires 
of the great mass of young men and 
women who are anxious and willing 
to devote their time and energy toward 
the acquisition of that equipment and 
education that will enable them to 
take their places in the civic and econ- 
omic affairs of their respective homes, 
towns and cities, has driven thousands 
of bright boys and girls into shops 
and factories just at that time when 
their minds were most receptive, and 
by so doing, deprived them of that 
inherent right supposed to accrue to 
every American boy and girl, “An 


education, by virtue of which, they 
may render the greatest service to 
their fellows, and obtain the richest 
blessings and the greatest happiness 
for themselves.” 


A High School Should be More Than 
a Preparatory School for College 


In an eastern city, where I spent 
four years as head of the Commercial 
Department of its High School, with 
a school population of approximately 
seven thousand, less than three-tenths 
of one per cent of the children entering 
the Grammar Schools completed the 
High School course with a view toenter- 
ing College. Yet, the entire machinery 
of that school system was devoted to 
the interests of that particular few, 
with the exception of that which was 
grudgingly given to the business and 
manual training departments, - sand- 
wiched in, as usual, with those subjects 
required by the three-tenths of one per 
cent. A case in point: A man with 
a son to educate. wanted to combine 
a solid English High School course with 
a sufficient amount of instruction in 
commercial branches to make his 
training useful. He wanted a curric- 
ulum made up something like the 
following: English, four years; math- 
ematics, four years; commercial arith- 
metic, one year; science, four years, 
with one year in physical geography, 
one year in commercial geography, 
one year in physics and one year in 
chemistry; history, four years, with 
one year specially devoted to the his- 
tory of commerce; bookkeeping, two 
years; commercial law, one year; 
political economy, one year. This 
made an average of about five solid 
studies a year. He was unable to 
secure such a course in the High 
School of his city, although it gave a 
so-called commercial course. The 
trouble was found in the fact that a 
study of the courses revealed that the 
school authorities considered no course 
a graduate course that did not require 
either a three or four years’ course 
in Latin and in one of the modern 


languages. 
wanted to 
career. 


Now, the young man 
prepare for a_ business 
He had no use for Latin nor 
any of the foreign languages, but he 
did have use for other branches to 
take their place. The result was that 
the young man was compelled to 
attend a Private School where he 
obtained but a small part of what 
he really wanted. When will the 
Public School authorities realize that 
the High School should be something 
more than a preparatory school for 
College? 


Culture, Tradition and Idealism 
vs. 
A Business Training 

There will always be a sufficient 
number whose natural inclinations 
and desires will cause them to seek 
the musty, mystic, mummified things 
of the past. The inherited traditions 
of that past are strong within them. 
But what of the millions who must 
of necessity look to the present and 
the future of the race? Upon them 
rests the burden of doing those things 
that the present civilization demands. 
Is it not, therefore, our duty to so 
train and educate the young that 
they may be able to wrest from nature 
those things that are so essential to 
modern needs and the progress of 
mankind? “But,” says the horrified 
educator, “you are too materialistic, 
too practical. What is to become of 
our culture, our traditions, our ideal- 
ism?” May we be permitted to answer 
by a series of questions? Is it any less 
cultural for a young man or a young wo- 
man to be able to write a good business 
letter, couched in such plain, precise 
English that there can be no doubt in 
the mind of the recipient as to just 
what the writer meant than to be able 
to translate more or less accurately 
the writings of an author of ancient 
times, whose ideas stand for a civili- 
zation so different and remote from 
ours? Is it more cultural for the soci- 
ety belle to boast of a smattering of 
French than to be able to write a note 
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or letter in a clear, concise manner 
and in a hand of which her charwoman 
need not be ashamed? Or, if she go 
to the bank to cash a check, know how 
to endorse it properly without being 
instructed by the clerk, thus taking 
his time and wasting precious minutes 
of the business men who are compelled 
to wait until her education in that 
line is finished? Mr. Carl C. Marshall 
has summed up the whole matter in 
this sentence: ‘Culture is but another 
name for polite ignorance.” 

If you were asked to name the one 
factor that contributes more than any 
or all others to the happiness and 
well-being of mankind, I think you 
would answer, “Commerce.” By that 
all-comprehensive term we cover prac- 
tically all the activities of the peoples 
of the earth. At least, we embrace 
so much that pertains to the welfare 
and happiness of men, that should it 
cease to exist, the status of men would 
be but little better than that of beasts 
of the jungle. The production, trans- 
portation and distribution of the fruits 
and products of labor embrace the 
greater part of the activities of men 
and nations. 


A Broad, Comprehensive Course 
of Training Necessary 

I think we are all agreed that the 
foregoing hypothesis is correct. That 
being true, how, then, can we longer 
neglect the demands being made by 
commerce upon our public institutions 
of learning? Don’t you see that it 
calls for a broad, comprehensive course 
of training along many and entirely 
different lines? The training must 
furnish the power of mind and the 
skill of hand that are demanded by 
the particular kind of work to be done 
by each individual in doing his part 
in this greatest contribution to the 
pleasure and happiness of mankind, 
hence my plea for a revitalized cur- 
riculum, a course of study not tethered 
to a dead past, but looking ever to 
the present and future needs of that 

(Concluded on page 24) 
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BE SPECIFIC 


by 





H. T. SCOVILL, C. P. A. 
Professor of Accountancy 
University of Illinois 
Urbana, IIl. 


The teacher of bookkeeping and ac- 
counting should learn to be specific in 
all matters and especially so in ex- 
planations. One often finds occasion 
to explain some entry, some transac- 
tion or some other phase of the work. 
The fact that the scholars ask to have 
certain points explained should not be 
considered an indication that they are 
ignorant; nor should it be taken as 
evidence that “the teacher has failed 
in his duties.”” It takes a considerable 
knowledge of a subject to enable one 
to ask questions intelligently. Like- 
wise, it is the good teacher who arouses 
enough interest in the student’s mind 
to cause him to seek additional or 
broader information. 


Use Specific Terms and Figures. 
Whether the teacher is answering a 
reasonable question asked by a mem- 
ber of the class or explaining some part 
of the text voluntarily an effort should 
be made to use specific terms and 
figures. Anything bearing a local color 
always attracts the attention of the 
scholar, and at the same time helps 
him to see that bookkeeping is not the 
abstract subject that it sometimes ap- 
pears to be. It helps him to associate 
the subject with a known set of con- 
ditions. He sees that the principles 
“an be made to apply to his purchase 
of a brown suit of clothes from Mr. 
Stein, the merchant up the street; to 
his mother returning six yards of 
calico because it was not of the proper 
shade; to his father paying for the 
victrola on the installment plan and 
other everyday transactions. 

One of the characteristics of the 
Reverend Ozara S. Davis, President 
of the Chicago Theological Seminary, 
that made him such a great and inter- 


esting preacher, was his ability to use 
concrete illustrations. If he was 
preaching on Daniel in the Lions’ Den, 
it was not an ordinary den that he 
pictured to his audience. It was one 
of a specific circular shape, with an 
irregular floor, having three steps 
down from the entrance with two 
inches of snow at the doorway and 
situated twenty feet from a stream. 
Such specific illustrations held the at- 
tention of the audience and caused the 
people to associate the text of the ser- 
mon with something real and possible 
in present everyday life. 


Illustrations from Everyday Affairs. 
It is by the use of such specific illustra- 
tions that the bookkeeping teacher can 
create interest on the part of the stu- 
dent and help him to see that what he is 
studying has a very direct bearing on 
the everyday affairs in which he and 
all of his friends and relatives are en- 
gaged. 

' 


Application to Personal Accounts 
For example, in explaining the use of 
personal accounts, ask Fred in the 
back seat what he says to Mr. Stein 
when asking the latter to permit him 
to take the suit of clothes and pay for 
it later. Fred will probably say that 
he asked Stein to “charge it.” There 
is the word “charge’’, a very common 
popular term—a substitute for debit 
connected up with the technical book- 
keeping term meaning exactly the 
same thing. The discussion then 
might well proceed to the steps taken 
by Mr. Stein to make the charge. 
Where does he put it? How does it 
get there? How does he keep from 
losing sight of the fact that Fred owes 

(Concluded on page 24) 
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COMMERCIAL LAW—THE LIFE INSURANCE OF BUSINESS 


SIDNEY E. SULLIVAN, Field Secretary 
Bryant and Stratton Commercial School 


Providence, R. I. 


As the cornerstone 


———— F of every business 
0 ge 0 house, too much 


Legal Principles importance can not 


is Desirable be attached to the 
subject, study, and teaching of com- 
mercial law. Estimating the import- 
ance of this subject with reference to 
the amount of property afloat in the 
shape of bills, notes and checks, the 
magnitude of our shipping interests, 
the complexity of all our business in 
all its branches, there has never been 
a time when it called for greater accur- 
acy and discrimination, or invited the 
attention of merchants and _profes- 


sional men with motives of equal 
urgency. In the vernacular of the 


day, commercial laws are the “Safety 
First” signs in business. They are 
“traffic cops” stationed at all danger 
zones, guiding the commercial traveler 
in safety down the avenues of contracts 
and agency, and through the cross- 
roads of negotiable instruments so 
that he may go through life and so 
shape his business course and his rela- 
tions with his fellows as to have com- 
paratively little to do with courts and 
lawyers. ‘“‘Keep to the right” in busi- 
ness connotes a practical working 
knowledge of commercial law and 
when you understand and obey these 
traffic regulations you are on the “‘one 
way” road to success. Otherwise you 
are liable to park in restricted zones 
and incur unpleasant relations with 
“his honor.” Joseph A. Willard, 
for fifty years Clerk of the Superior 
Court of Massachusetts, is the author 
of a book entitled “Half a Century 
with Judges and Lawyers.” Many a 
business man could claim just as 
lengthy, though not so pleasant an 
acquaintance with the courts because 


of a lack of training in commercial law. 


Since every business 
Scope and transaction is founded 
Magnitude 4, some principle of 
commercial law, it becomes imperative 
for the law instructor to realize, as 
fully as possible, the scope and magni- 
tude of the subject so that he may 
enthuse his class to a like realization 
of its importance, for then only will 
the student appreciate the value of 
the task on hand and attack it with a 
zealous interest for his future pro- 
tection. 


What, then, is the best 
method of teaching 
law to High School and 
Commercial School students so that 
it may continue to retain its import- 
ance in the student mind without 
becoming monotonous and _ uninter- 
esting? Some law teachers adhere to 
the lecture method. To advanced 
students whose intellects are more 
mature than those of the average 
High School pupil, this method may 
be employed with no small degree of 
success, but experience has shown us 
that it is unsuited to the student of 
High School age. Why? Because in 
a great number of cases, the student 
lacks the ability to analyze the dis- 
course and so separate the essential 
from the less important. Again, his 
notations, while never complete, are 
rarely exact and this fact alone offers 
a serious objection to the method. 
Others again use the case method. 
Here the student analyzes adjudicated 
cases from which he formulates the 
principles of law. This method is 
suited to University law students, but 
it has not met with extra good results 


Methods of 
Teaching 











in most Commercial High Schools 
where it has been tried and found 
wanting. The student evidenced lit- 
tle or no difficulty in memorizing the 
principle of law involved in the case, 
but he found it too difficult to apply 
the same principle to a similar case. 
This method reminds us of the prac- 
tice of teaching gestures with recita- 
tions. The student could make the 
appropriate gestures with the piece 
assigned but failed to apply them to 
anything original. The third and, to 
my mind, the best method is the illus- 
trative. This consists of illustrating 
every principle, which should be stated 
simply and clearly, with a few practical 
cases well chosen which act as clamps 
to fasten the principle in the student’s 
mind. In this method the student 
will become very familiar with the 
principle as he will view it from differ- 


ent angles according to the number 
and nature of the illustrative cases 


given and should, therefore, be better 
able to apply the principle to a new 
case. 


The commercial law 
teacher will find it 
to his advantage to 


Enlisting the 
Aid of Local 


Attorneys discuss legal ques- 
tions with some local attorney. Law- 


yers are usually very courteous in 
matters of this kind and willing to 
assist teachers in every way possible. 
Young lawyers especially are ever 
ready to read a paper to your class or 
conduct a quiz covering a certain sub- 
ject in the text. They charge their 
time to advertising and the _ noto- 
riety so gained is always a valuable 
asset both to them and to the class. 


Since all commercial law 
is based on the subject 
of contracts, this section 
of the work should be mastered thor- 
oughly before proceeding with the 
next. If the student is well drilled 
in the principles of contracts, he will 
find the rest of the work compara- 
tively easy. For this reason, about 


The 
Approach 


THE BALANCE SHEET 


one-third of the time devoted to the 
course should bejgiven to contracts. 


Success in commer- 
cial law does not 
depend on the num- 
ber of principles swallowed but rather 
on the number digested. I heartily 
concur with Judge Cooley when he 
says: “If one shall enter upon the 
study of the law under the impression 
that the extent of his advancement 
must necessarily bear some relation 
to the number of hours consumed in 
reading, and the number of pages 
devoured, and shall, in consequence 
of that mistaken impression, hurry 
over ground when he should proceed 
slowly, cautiously, and with much 
painstaking, he must be brought at 
last face to face with the fact that he 
is reading to little purpose, and catch- 
ing but surface views.” The student 
should be taught to concentrate on 
principles, not to scan pages, for com- 
mercial law is not a course in reading 
but a course in reasoning. Judge 
Curtis gave the commercial law teacher 
some very timely advice when he said: 
‘“‘Not so much to endeavor to teach 
these things fully to you, as to induce 
you to learn them for yourselves.” 
By this is not meant that the teacher 
should refrain from analyzing the case, 
especially if the meaning is vague or 
ambiguous, but the solution of the 
case should be left to the student. 
Too often a student may read the 
case enthusiastically and _ fluently, 
yet his understanding or interpreta- 
tion of it may be very misty. To sat- 
isfy himself that the student knows 
the meaning of what he has read, 
it is well to have him state the case 
in his own words and then mention 
the legal point to be decided. When 
he has placed an accurate construction 
on the case, he should be given enough 
time to consider the merits of the 
case before being called upon for a 
final decision. To demand an answer 
readily is to encourage snap judg- 
(Concluded on page 23) 
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PROBLEMS IN BOOKKEEPING 
FOR ELEMENTARY AND ADVANCED STUDENTS 





AN ELEMENTARY TEST IN BOOKKEEPING 


Notre.—In New York State, examinations 
are held in January and June in all commercial 
subjects. These examinations are prepared 
by the Board of Regents of the University of 
the State of New York. Commercial educa- 
tion is under the immediate supervision of 
Wallace E. Bartholomew, Specialist in Com- 
mercial Subjects. These examinations are 
given to all High School students, Catholic 
School students, and to students from the Pri- 
vate Business Schcols who are registered by 
the Board of Regents. Any Private School, 
who makes voluntary application, may be 
placed on the list of registered schools if inspec- 
tion shows that the requirements have been 
met. These requirements relate chiefly to the 


matter of adequate facilities, courses of instruc- 
tion, teachers’ qualifications, etc. The state 
commercial certificate and the state shorthand 
certificate are credentials that may be obtained 
by the graduates from the approved schools. 

The following questions are taken from the 
Regents’ examination in Elementary Book- 
keeping and Business Practice held June 19, 
1918. They are intended for the High School 
student who has had one year in bookkeeping, 
or for the Private School student who has com- 
pleted a similar amount of work regardless of 
the time involved. This examination is repro- 
duced here because we believe it of general 
interest to commercial teachers and commer- 
cial students all over the United States. 





Answer five questions, including one 
question from group I, question 3 and 
three other questions from group II. 


GROUP I 
Answer one question from this group. 


1. On June 15, 1917, Wilbur Smith 
had a cash capital of $200 with which 
he began a small business. On a sheet 
of ledger paper, open accounts with 
Wilbur Smith (capital), cash, expense, 
merchandise purchases, merchandise 
sales, and profit and loss. Enter di- 
rectly into these ledger accounts the 
following transactions, including 
Smith’s assets and capital at the be- 
ginning; under date of July 5 close the 
accounts and show Smith’s profit or 
loss and net worth. (50) 

June 15. Paid A. Johnson rent to 
July 5, $45. Bought of the China & 
Japan Trading Co. for cash a quantity 
of fireworks and holiday novelties in- 
voiced at $145.70. (These goods were 
bought to sell.) Sold merchandise for 
cash, $6.75. Paid freight and cartage 
on purchases, $2.55. 

June 20. Cash sales June 16 to 20, 
$34.15. Paid for advertising display 
signs, $2.75. Paid charges on a night 


letter to the Walcott Novelty Co., 


35 cents. 

June 25. Paid clerk hire in cash, 
$10. Cash sales June 21 to 25, $65.15. 
Bought of the Walcott Novelty Co. 
for cash a quantity of flags and novel- 
ties invoiced at $65. Paid for printing 
and advertising, $16.50. Paid express 
charges on purchases, $2.78. 

July 1. Cash sales June 26 to July 


1, $78.70. Paid clerk hire, $5. Paid 
boy to deliver parcel, 10 cents. 

July 5. Paid clerk hire, $6. Cash 
sales July 2 to 5, $217.30. Returned 


$10 worth of merchandise to the Wal- 
cott Novelty Co. and received their 
check in payment. 

The merchandise on hand July 5 
was valued at $22.50. 

2. On April 2, 1918, Peter Adams’ 
cash account showed a balance of 
$950.65. Open his cash book with this 
balance and enter therein the follow- 
ing selected transactions (Discount en- 
tries may be made in the journal, if 
desired) : 

April 3. Received from A. K. 
Graber his check for invoice of March 
23, $245.85, less 3%. Paid James T. 
Barton, April rent, $75. Paid postage 
and petty expenses, $3.75. 

April 7. Gave Henry M. Stanton 
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a check on the Traders Bank for in- 
voice of March 28, $678.15, less 2%. 
Bought of B. Seamon & Son for cash 
10 tons coal at $8.50. Paid telegrams 
and car fares, $1.35. Paid for 10 gal- 
lons gasoline at 29 cents. 

April 10. Peter Adams discounted 
his own 60-day note for $500 at the 
Traders Bank and received credit for 
the proceeds. Paid for postage and 
stationery, $7.64. Paid electric light 
bill, $14.65 ($4.37 of this bill was for 
lighting Mr. Adams’ residence). 


April 15. Sold merchandise for 
cash, $216.45. Peter Adams dis- 


counted at the Traders Bank A. K. 
Graber’s 30-day interest-bearing note 
(just received) for $450, dated April 
12, and was given credit for the pro- 
ceeds. Paid wages of employees, $90. 
Peter Adams drew a check for $200 to 
pay for two Liberty Loan Bonds, 
which Mr. Adams gave to his children. 
Paid Henry M. Stanton for invoice of 


March 15, $487.50. 
Find the cash balance and close the 
cash book. (50) 
GROUP II 


Answer question 3 and three other 
questions from this group 


3. The following is a Trial Balance 
taken from the ledger of W. R. Scott, 
Dec. 31, 1917: 

W. R. Scott, ene icc ch eee $13475.91 
Cash.. . $ 548.50 
Notes receivable......:... 1216.00 
Accounts receivable...... 945.70 
Mdse. inv. (Sept. 30,1917) 8952.17 
Mdse., purchases.......... 2851.15 
Returned purchases................ 78.92 
OS eee 9260.45 
Expense. . 1110.80 
Interest and discount..... ........ 87.92 
Parcnase discount........ .......; 175.82 
Delivery equipment....... 917.00 


Accounts payable......... .. 
Real estate 


soba 462.30 
7000.00 





$23541.32 $23541.32 








The inventories on Dec. 31 were: 
merchandise, $5,173.50; unused items 
originally charged to expense, $85; 
delivery equipment at ledger valua- 
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tion. From the Trial Balance prepare a 
Profit and Loss statement for the three 
months ending Dec. 31, 1917, and a 
statement of Assets and Liabilities, or 
Balance Sheet, of the same date. (20) 

4. Describe two methods by which 
the present capital or present worth of 
a proprietor of a business may be 
found. In case the results obtained 
by these two methods did not agree, 
which result would you consider cor- 
rect? Why? (10) 

5. Answer both a and b with refer- 
ence to question 3: 

(a) If it were found that delivery 
equipment had depreciated 
1% during the period given, 
what entry would record 
that fact? (5) 

(6) If it were found that $97.50 of 
freight on merchandise 
bought had been charged 
to expense, what entry 
would correct the mistake? 
Give reasons for this entry. 


(5) 

6. On April 16, 1918, Dunn & Co., 
Rochester, N. Y., sold to Bartlett 
Brothers, Herkimer, N. Y., three cases 
of shoes numbered respectively 798, 
799 and 800. Case 798 contained 24 
pairs boys’ black button, No. 2292, 
sizes 1 to 5%, at $2.55; case 799 con- 
tained 24 pairs youths’ black button, 
No. 2393, sizes 9144 to 13%, at $2.10; 
case 800 contained 24 pairs children’s 
black button, No. 2330, sizes 6 to 9, at 
$1.95. Prices f. 0. b. Rochester. The 
invoice was dated April 10, terms 2/10 
n /30. 

(a) Write the invoice. (5) 

(6) On April 18 Bartlett Brothers 
paid this invoice with their 
check on the Second Na- 
tional Bank of Herkimer. 
Write the check. (5) 

7. Answer both a and b with refer- 
ence to question 6: 

(a) Write the draft that Dunn & 
Co. might have drawn on 
Bartlett Brothers for the 
invoice of April 10, if the 

(Concluded on page 16) 
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FOR THE ADVANCED BOOKKEEPING CLASS 


The following figures are taken from the books of A. B. Mills Company 


as of December 31, 1919. 
the general ledger are given. 


Wages.. 
Dise -ounts Receir ‘ive ed... 
Dyeing.... 

Pow er, L ight and Heat. 
Boxes and Cases 
Repairs. . 

Sundry Expenses 
Insurance. . 
Salaries. 
2emes...... 
Depreciation... 
Advertising 


id alder oad ac 
Commissions..... 

Discounts Allowed. . 

Interest on Loans..... 

Cash at Bank and on Hand . 
Notes Payable....... 

Sundry Debtors (Control). . 
Sundry Creditors (Control). . 
Office Fixtures and Fittings. .. arr 
Capital 
Machinery and Plant. . 
Notes Receivable ............ 

Inventories: Yarn, 
dye stuffs, $1,500.00; 
cases, $250.00. 

Accrued Assets: Accrued interest 
on notes receivable, $125.48. 

Accrued Liabilities: Interest on 
notes payable, $410.20; salaries due 
and unpaid, $150.00. 

Deferred charges to operations: 
Advertising matter, catalogs on hand 
$300.00; unexpired insurance, $75.00 

Depreciation: Machinery and 
plant, 8%; office fixtures and fit- 
tings, 10%. 

Also set up a reserve for doubtful 
accounts estimated at 244% of the 
accounts receivable. 

(1) Prepare a Trial Balance from 
the accounts as stated. 


$4,500.00; 
boxes 


and 


Only the balances of all accounts 
The period is one year. 


“2 Scar ink 


po eee 
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which appear,in 


$25,000. 
$1,250. 
22,500. 
2,500. 
12,500. 
3,125. 
1,250. 
685. 
1,060. 
155.00 
2,500.00 
310.00 
425 .00 
1,250 .00 
1,125.00 
1,000 .00 
1,875. 
440. 
410. 
14,065. 
37,500. 
22,500. 
6,250. 
4,750. 
93,750. 
65,925. 
38,400. 


00 
00 
00 
00 
00 
00 
00 
00 
00 


00 
00 
00 


(2) Prepare adjusting entries and 

post to skeleton ledger accounts. 

(Depreciation on machinery and 
plant, and office fixtures and fittings 
should be charged to the Depreciation 
account and credited to the proper 
reserves for depreciation.) 

(3) Prepare a second Trial Balance 
from the accounts after the adjusting 
entries have been posted. 

(4) From this Trial Balance, pre- 
pare a Balance Sheet. 

(5) Prepare statement of Profit and 
Loss. 

(6) Close the ledger accounts by 
the journal entry method. 

(7) Take a Trial Balance after the 


ledger has been closed. 








“gary ee eam et 
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“THE SUMMIT,” NOTRE DAME ACADEMY, CINCINNATI, OHIO 


Notre Dame Academy, Cincinnati, Ohio, is conducted by the Sisters of 
Notre Dame of Namur. The Sisters began using “20th Century Bookkeep- 
ing and Accounting” in 1915, and today this system is used in all High Schools 
in which the Sisters have organized a commercial course. Statistics gathered 
by a Committee appointed by the National Educational Association and re- 


ported at their meeting held in Pittsburgh in 1918, show that “20th Century 
Bookkeeping and Accounting” is used in more Catholic Schools and Academies 
than any other bookkeeping system published. 





The State Normal School, Cheney, Washington, established a Commercial 
Department in 1918 and, of course, “20th Century Bookkeeping and Account- 
ing” is the adopted text. H. N. Stronach has recently been made Business 
Manager of the Normal. L. V. Tyler and William E. Haeseler are the instruc- 
tors of commercial subjects. “20th Century Bookkeeping and Accounting” 
is now used in more Normal Schools than any other two bookkeeping systems. 








= —=FIVE THOUSAND SCHOOLS== 


are now using “20th Century Bookkeeping and Accounting.” This 
includes Universities, Colleges, Normal Schools, Business Schools, 
Catholic Schools, High Schools, Y. M. C. A.’s and Kk. of C. Service 
Schools. Despite the fact that the system is used so extensively in 
all classes of schools, we never have nor do not now ask any school to 
adopt “20th Century Bookkeeping and Accounting” because of this 
fact. We have always depended, and expect to continue to depend, 
solely upon the merits of the system and upon the good judgment of 
the commercial teachers and those interested in commercial education. 
We invite anyone to compare “20th Century Bookkeeping and Account- 
ing” with any text book on this subject. For further information, 
address 
SOUTH-WESTERN PUBLISHING COMPANY 
309 West Third Street, 
Cincinnati, Ohio. 











is 
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AN ACCOUNTING PROBLEM FOR TEACHERS 


Note.—The following problem has been 
selected from an examination held by the Amer- 
ican Institute of Accountants in July, 1917. 
It may be of interest to know that many 
of the State Boards of Certified Public Account- 
ant Examiners have made arrangements with 
the American Institute of Accountants to use 
uniform standard questions and problems in 
the C. P. A. Examinations, usually held twice 
each year, June and November. This is an 
important step forward in connection with the 
examinations for it is bringing about a uni- 
formity between the states that could never 
have been obtained in any other way. It sim- 
ply means that the time is not far distant when, 
on a certain date, in every state in the Union, 


the same questions and problems will be placed 
before all applicants for the professional degree 
of Certified Public Accountant. The appli- 
cant who is successful in passing this examin- 
ation, is also eligible for membership in the 
Institute without the necessity of taking a 
second examination as has heretofore been 
the case. 

The following problem should be of general 
interest to commercial teachers. It can not 
be said that it is a difficult one. Solutions 
should be submitted within sixty days. Every 
solution received will be reviewed by a Certified 
Public Accountant and Auditor, and the best 
one submitted will appear in an early issue 
of “The Balance Sheet.” 


A company is under obligation to pay $10,000 to sinking fund trustees 


> 


“out of profits.’ 


The following transactions take place: 
$10,000 cash paid to sinking fund trustees. 
Trustees invest $10,000 of the 5% bonds of the 


company at ninety-eight and interest (from 


Coupons on above bonds collected. 
$10,000 paid to sinking fund trustees. 


$11,000 bonds bought for sinking fund at ninety- 


$125 paid for expenses of sinking fund. 
$10,000 paid to sinking fund trustees. 


1914—Dec. 31. 
1915—Jan. 5. 
January 1). 
July 1. 
Dec. 31. 
1916—Jan. 1. Coupons collected. 
9 
five. 
July 1. Coupons collected. 
Dec. 31. 
31. 
1917—Jan. 1. Coupons collected. 
10. 


and interest. 


$10,000 bonds bought at one hundred one 


Give the journal entries on the company’s books for the above transactions. 











NOTICE 


Teachers desiring to obtain back 
numbers of ““The Balance Sheet”? may 
do so by writing the publishers. We 
still have a few copies of the October 
and January numbers in stock and 
shall be glad to mail copies to anyone 
desiring them. 


It is our desire that this publication 
reach every commercial teacher and 
every individual interested in com- 
mercial education. If you did not 
receive a copy properly addressed to 
you, or if you know of another who 
did not receive a copy, we will appre- 
ciate your giving us the name and 
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address so that it may be placed on 
our circulation list for the next issue. 





ANNOUNCEMENT 

Beginning with the next issue of 
“The Balance Sheet,” there will ap- 
pear a list of definitions of account- 
ing terms. This list constitutes the 
official report of the Committee on 
Terminology appointed by the Amer- 
ican Association of Public Account- 
ants. J. Lee Nicholson, C. P. A., was 
Chairman of the Committee. The re- 
sults of the work of this Committee has 
shown a marked influence on uniform- 
ity in accounting practice. 
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SOLUTION OF THE ACCOUNTING PROBLEM 
PUBLISHED IN THE JANUARY NUMBER 





THE BLANK MANUFACTURING CO. 
Balance Sheet as of_______- . 


ASSETS 
Current Assets: 


a ee , $ 5,000.00 
Inventory, Mdse., and Supplies. .. 50,000 . 00 


Accounts Receivable........ 40,000 .00 


Total Current Assets...... _ $95,000.00 


Fixed Assets: 


ES pcre ae gc ators there ciara 20,000 .00 
Less Reserve for Depr. 


5% annually for 10 years............. 10,000.00 $10,000.00 
Machinery and Fixtures.... ............. 75,000.00 
Less Reserve for Depr. 

5% on $50,000.00 for 10 years........ $25,000.00 


5% on $25,000.00 for 5 years......... 6,250 .00 


31,250.00 43,750.00 





po | 53,750.00 


Total Assets............. $148,750.00 


Current Liabilities: 


Accounts and Bills Payable........ 


ee ee ee $30,900 .00 
Present Net Worth 


Pn 118,750 00 $148,750.00 





THE BLANK MANUFACTURING CO. 
Statement of Profit and Loss 
For Year Ending.______.. 


Paap ied secam tania nes waniewabaGesieambawanan $500,000 .00 


Cost of Sales: 
Purchases of Material............ sccesassccess SOenee.6 
SINS woe can saneane.cewhaweasaemaiawen 50 000.00 
a ee ee — 210,000 .00 


GROSS PROFIT ON SALES.................. $290,000 .00 


Operating Expenses: 
WN ics ea gtaecaies adat we chankebsteles 170,000 .00 
Sell‘ng and General Expenses........... ........ ; 35,000 .00 
Depreciation: 
on Machinery and Fixtures, 59............... 3,750.00 
on Buildings, 5%............. re ee 1,000 .00 4,750.00 209,750.00 





NET PROFIT FROM OPERATIONS $80,250 .00 
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COMMENTS ON SOLUTION 


Accounts Receivable. It is assumed that 
the Accounts Receivable as stated at $40,000.00 
are guaranteed to be collectible. This is assumed 
because no provision has been made for a loss 
from accounts which may prove worthless. 


Machinery and Fixtures. It is practically 
impossible to arrive at the actual value of this 
asset because no information is given as to the 
character of the machinery, the kind of work 
performed, or the date of purchase of new ma- 
chinery purchased since the business was organ- 
ized. We have, therefore, assumed a rate of 5% 
depreciation on machinery and have further 
assumed that the average life of the new ma- 
chinery instailed is five years. 


Buildings. Inasmuch these buildings 
are assumed to have been built ten years previous 
and are located on leased ground, the lease expir- 
ing in another ten years, we have assumed that 
a reserve for depreciation amounting to 50% 
should be set up. This is an arbitrary rate 
because it is possible that the buildings are such 
that they might be moved to another location. 
It is also possible that their scrap value might 
be an important item. In the face of such doubt 
it is best to be conservative. 


Good Will. It is quite likely that the matter 
of placing a valuation upon Good Will wili have 
to be considered in connection with this problem. 
This is such an uncertain fact in the face of the 
information given that no attempt is made to 
place a definite valuation upon such an intan- 
gible asset. 


Profit. The attached statement of Profit 
and Loss shows a profit of $80,250.00. From 
the figures given, this profit seems to be a nor- 
mal profit as it had been maintained for a period 
of five years. 

It would seem that the only conservative 
method of arriving at the value of a half interest 
in the business is to simply accept the present 
net worth as shown in the Balance Shect as the 
true value of the business; hence, a one-half 
interest should be valued at $73,375.00, unless 
the purchase price paid by the incoming partner 
is to be retained in the business. This is not 
assumed to be the case. 

Before it would be safe to make an invest- 
ment of this nature, it is necessary that addition- 
al information with special regard to fixed assets 
be obtained. In this statement we are forced 
to use book values as stated and arbitrary rates 
of depreciation based upon general information 
only. 

The following individuals submitted solutions 
worthy of special mention: (No attempt has 
been made to list them in the order of merit.) 


as 


Brown, A. R., 
Wausau Business College, 
Wausau, Wis. 


16 


Conn, A. C. and Wood, R. P., 
Everett High School, 
Everett, Wash. 


Fraley, E. J., 
Santa Maria Union High School, 
Santa Maria, Calif. 


Hostetler, C. C., 
High School, 
Barnesville, Ohio. 


Kartman, N., 
Twin City Busine 
St. Paul, Minn. 


Kibler, V. €., 
Porter School of Commerce, 
Evansville, Ind. 


Lindsay, M. M., 
Kinyon’s Commercial School, 
New Bedford, Mass. 
Neimeyer, C. F., 
Central High School, 
Scranton, Pa. 
O’ara, P. H.. 
Massey Business College, 
Richmond, Va. 
Pearson, Chas. W., 
Windham High School, 
Willimantic, Corn. 
Schreiber, A. G., 
Brown's Business College, 
Ottawa, IJIl. 
Sherman, W. J., 
Steubenville Business College, 
Steubenville, Ohio. 
Stokely, N. E. W., 
Stokely Business College, 
Newnan, Ga. 
Twyford, W. E., 
Badger Commercial College, 
Green Bay, Wis. 


ss College, 


(Continued from page 10) 
latter had not paid this in- 
voice by May 15. (5) 
(6) Explain how this draft would 
have reached Bartlett 
Brothers if not sent direct- 
ly to them, and how, if 
Bartlett Brothers had paid 
the draft, the money would 
have been returned to Dunn 
& Co. (5) 
8. Define journalizing, posting, as- 
set, loss, expense. (10) 
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NEWS 


FROM THE RECORDS OF THE EMPLOYMENT DEPARTMENT 





when in need of a teacher. 
or school. 





NOTE—An Employment Department is maintained by this Company for the sole 
purpose of rendering service to teachers and schools. 
Teachers seeking a position may enroll at any time 
Our best services are at the command of either the teacher 


No charge is made for the service. 
Schools are invited to write us 








W. P. Garrett, 
formerly Manager 
of McCann's Busi- 
ness College at Ma- 
hanoy City, Pa., is 
now connected with 





the Philadelphia 
Business College, 


Philadelphia, Pa. A recent letter from 
Mr. Garrett indicates that he is getting 
along nicely in his new position. 


S. R. Coulter, for the past two years 
head of the Commercial Department 
in the Norwood, Ohio, High School, 
has just received an appointment with 
the Federal Board for Vocational Edu- 
cation to be connected with the Cin- 
cinnati office. Mr. Coulter’s work will 
be in connection with commercial edu- 
cation for ex-service men. We extend 
our wishes for your unlimited success, 
Mr. Coulter. 

R. B. Jacka, who has been teaching 
in the High School at Trenton, N. J., 
has recently accepted a position in 
Heald’s Business College at San Fran- 
cisco, Calif. California seems to offer 
quite attractive inducements to com- 
mercial teachers, especially in January. 

W. O. Preston, formerly head of the 
Commercial Department of the Char- 
lotte, N. C., High School, has resigned 
his position to accept a position as 
salesman for a manufacturing com- 
pany. [Business firms are drawing on 
the teaching profession quite extensive- 
ly this year, which is to be regretted, 
for at no time has there been such a 
need for well-qualified teachers in all 
lines. Old H. C. of L. seems to be to 
blame for this condition. J.C. Wilson 
is Mr. Preston’s successor at Charlotte. 
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Ethel Sawyer, 
who was forced to 
resign her position 
a commercial 
teacher in the High 


as 





School at Des 
Moines, Iowa, on 
account of the ill- 
ness and subsequent death of her 


mother, recently accepted a position 
as teacher of penmanship and book- 
keeping in the State Normal School 
at Whitewater, Wis. 

J. W. Moffit, for several years a 
teacher in the Drake Business School 
at Paterson, N. J., recently resigned 
his position and purchased a two-hun- 
dred acre farm in his home community 
in Kentucky. Mr. Moffit apparently 
has an idea that there are more ways 
than one of defeating Old H.C. of L. At 
any rate, we have an engagement to 
spend a Sunday down on the farm with 
him and eat fried chicken this summer. 
Nothing else matters. 

J. O. McKinsey, Assistant Professor 
of Accounting in the University of 
Chicago, is to teach in the summer 
school of the University of California 
at Berkeley this summer. Mr. Mce- 
Kinsey is rapidly gaining an enviable 
reputation an instructor of 
counting. 


as 


Myrick H. Sub- 
lette, has succeeded 
R. A. James at 
Chattanooga, 
Tenn., after having 
been three years 
in the Government 
Service as an ac- 
countant, two years of which were 
spent in France and Belgium. 
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E. W. Atkinson, 
who has been Prin- 
cipal of the Twin 
City Business Col- 
lege, St. Paul, 
Minn., writes that 
he has accepted a 
position as Princi- 
pal of the College of Commerce at St. 
Cloud, Minn. We venture to say that 
Mr. Atkinson will make good. 

R. W. Spears, formerly with the 
Sanderson School of Business, Indian- 
apolis, Ind., has recently accepted a 
position as an accountant with the 
Diamond Veneer Company of Shelby- 
ville, Ind. N. F. Pinkstaff, who for- 
merly taught in the Sanderson School, 
but who has been in the service for 
eighteen months, has succeeded Mr. 
Spears in the above school. 

Mary Husted has recently accepted 
a position with the Alliance Business 
College, Alliance, Ohio. 

R. Gillespie, formerly a commercial 
teacher in the Cortland Business In- 
stitute, Cortland, N. Y., recently ac- 
cepted a similar position in the Lansing 
Business University, Lansing, Mich. 
Mr. Harold Ellis is his successor at 
Cortland. 

H. W. Blake, formerly Principal of 
the South Norwalk, Conn., High 
School, recently accepted a position as 
head of the Commercial Department 
of the High School at Stamford, Corn. 

Gertrude Snepp, formerly a teacher 
in the Steubenville Business College, 
recently accepted a position in the 
Canton Actual Business College, Can- 
ton, Ohio. 

W. B. Mikesell, formerly head of 
the Commercial Department at El 
Centro, Calif., is now connected with 
the State Department of Education of 
Texas, holding the position of High 
School Supervisor. Mr. Mikesell is 
undoubtedly well-fitted for his new 
position and has our best wishes for 
an unlimited success. 

R. A. James has been forced to give 
up his position as head of the Com- 
mercial Department of the City High 
School at Chattanooga, Tenn., on ac- 
count of business interests in Atlanta. 
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Roy Bates, for- 
merly Principal of 
the High School at 
South Solon, Ohio, 
now Assistant 
Professor of com- 
mercial subjects in 
the Mississippi Ag- 
ricultural and Mechanical College. 
This has been a splendid promotion 
for Mr. Bates, which he undoubtedly 
deserves. 

F. E. Yaeger, formerly a commer- 
cial teacher in the East Side High 
School, Newark N. J.. resigned re- 
cently to accept a position with the 
O’Neill Machine Company, Toledo, 
Ohio. 

Chas. A. Aitkens, formerly head of 
the Commercial Department in the 
Warren Easton High School for Boys, 
New Orleans, La., is now Assistant 
Secretary of the Board of Education. 

Maude Elam, formerly commercial 
teacher in the Ceredo-Kenova High 
School at Ceredo, W. Va., has recently 
accepted a position as head of the 
Commercial Department in the High 
School at Ironton, Ohio. 


L. D. Nichol, formerly head of the 
Commercial Department at Decatur, 
Ill., is now teaching bookkeeping at the 
Woodward Technical High School, 
Toledo, Ohio. 

H. H. Lenhart, formerly teacher of 
bookkeeping in the Woodward Tech- 
nical High School, Toledo, Ohio, has 
accepted a position as an accountant 
with a firm in Cleveland, Ohio. An- 
other successful teacher called from the 
schoolroom to the business world. 

W. N. Conrad, 
who has ___ been 
teaching commer- 
cial subjects in 
the Hughes High 
School, Cincinnati, 
Ohio, has succeed- 
ed C. H. Prager 
in the Commercial Department of the 
Hammond, Ind., High School. Mr. 
Conrad is a graduate of B. G. B. U. 
with B. C. S. Degree. 

(Concluded on page 21) 
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NOTE—Correspondence is invited concerning 


teachers in general. 


subjects of interest to commercial 


Make your letters comprehensive, interesting and constructive. 





January 16, 1920. 
To Epstor ot BALANCE SHEET: 

In reply to your question, “What are your 
ideas of the methods described by Mr. York?” 
(See January Number of ““The Balance Sheet.”’) 
This is what I think about it: I have been 
teaching bookkeeping for twenty vears and have 
tried over and over again all conceivable meth- 
ods. I agree with Mr. York that “‘first impres- 
sions last longest.” These are the ones to first 
come to mind when you make, or read, a busi- 
ness transaction. Now, what should these first 
impressions be? We all agree that they should 
be “How does this transaction affect the busi- 
ness, or how does it look in the financial state- 
ment?” Students 20 years or older can do this 
quite readily, but my experience with High 
School pupils 14 to 16 years old can not, as a 
class, connect up the transaction with the bal- 
ance sheet, or final statements. Then I must 
fall back on the journal or ledger methods. I 
find one as easy as the other to teach. Then 
the question is which impression should come 
first to the beginner, the way the transaction 
looks in the journal or in the ledger. We all 
agree that it must be placed in the ledger cor- 
rectly whether it is in the original book of entry 
in the proper form or not. I find by using the 
ledger. or account method, there are fewer errors 
made in posting. Only yesterday I checked up 
on a pupil’s work and found his ledger and finan- 
cial statement correct, but a number of errors 
in his journal. It is for this reason that “‘first 
impressions last longest” and that the “Balance 
Sheet” method for young pupils is not easy for 
them, that I teach the account first. 


B. NORCROSS, 
Head of Commercial Depertment, 
Central High 
Kalamazoo, 


S 


School, 


Mich. 


Tue BALANCE SHEET: 


Prof. York’s discussion of methods used to 
start beginners in bookkeeping was intensely 
interesting. After experimenting for ten years 
with different methods and different systems, 
I have found a plan that works out very satis- 
fact@ily and my students seem to get started 
without any undue amount of difficulty. 


We are using the 1918 edition of “20th Cen- 
tury Bookkeeping and Accounting,’ and I 
handle the students individually. I include a 
double sheet of journal paper with Part 1 and 
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ask the student to read paragraph 60, descrip- 
tive of the purchases book, after which he is to 
work out exercise 27 on the first page of his 
journal sheet. After he has finished this he is 
to read paragraph 61 and work exercise 30. 
The next step, he reads paragraph 62 and works 
out exercise 33 on pages two and three of the 
journal sheet. If the three exercises have been 
worked out neatly and the student seems to 
understand the form of the entries in the pur- 
chases, sales and cash book, he is asked to open 
the first envelope and I explain that from this 
point all of his work will be found on a sheet in 
each envelope, which is called a transaction 
sheet. 

Students seem to get the idea of the various 
books and how to make entries in them, so that 
they can start right in with their actual work 
without inconvenience. They recognize that 
their work on the set is a duplicate of the exer- 
cises they just finished, so they feel that they 
are getting an understanding and this gives them 
confidence. 

If the student does not get much of a working 
knowledge by working out the three exercises 
mentioned above, he is asked to work out two 
or three exercises of each kind. 

Occasional recitations are conducted includ- 
ing all students who are working the January 
and February transactions. They are ques- 
tioned as to why and how certain kinds of trans- 
actions are handled. 


H. E. BIDDINGER, PRIN., 
Little Falls Business College, 
Little Falls, Minn 


GENTLEMEN: 

I want to thank you for the copy of Volume I, 
Number 2 of your issue of *“The Balance Sheet.” 
I find that you have started a publication 
which teachers everywhere will welcome be- 
cause it has real suggestions of immediate use 
in their work. Only this morning one of the 
teachers of the department was talking over 
with me the arrangement of the exhibit on 
page 16. 

Very truly yours, 


GUY D. MILLER, 
High School of Commerce, 
Springfield, Mass. 
In addition to talking over articles and items 
which appear in this publication, we suggest 
that you write your comments in the form of 
a letter suitable for publication. 
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GENTLEMEN: 

Received your January “Balance Sheet.” I 
think it is a wonder, containing more worth- 
while reading than many such papers four 
times its size. I shall look forward to new issues 
with interest. 

Mr. G. E. Hoover, Registrar of Warrensburg 
State Teachers’ College and an Ex-commercial 
teacher, would like to receive ““The Balance 
Sheet.” I wish you would send him the October 
and January issues. 

Very truly, 
H. G. ELLIS, 
State Teachers’ College, 
Warrensburg, Mo. 

It will be a pleasure to add the name of 
any one interested in commercial education 
to our circulation list and we will appreciate 
information similar to the above from anyone. 


GENTLEMEN: 

I have just receive? the first numbe-> of your 
new publication since it has been christened 
and I must say I like the name very much. 
Think you are touching the vital questions ad- 
mirably well, not only as a matter of news but 
also in the thought-provoking problems and 
questions. 

Yours truly, 
HENRY H. MATZ, 
Kalispell, Mont 

We hope you like the contents as well as 

you do the name. 


GENTLEMEN: 

I have just received the January copy of ‘The 
Ralance Sheet’”’ and am delighted with it. I 
especially like the concrete problems in book- 
keeping as they furnish convenient material 
for class room discussions and examinations. 

Yours very truly, 
HELEN H. COLLINS, 
High School, 
Ellensburg, Wash. 


You will find the bookkeeping problems ap- 
pearing in this issue suitable for tests with 
your bookkeeping students. 


GENTLEMEN: 

The January “Balance Sheet” is full of live 
wire suggestions for the progressives in the pro- 
fession. 

Yours truly, 
BURTON E. TIFFANY, Asst. Prof., 
Department of Economics, 
University of South Dakota, 
Vermilion, S. Dak. 
It is our desire that this publication in 


some way will help to make every commercial 
teacher a progressive one. 


GENTLEMEN: 

If “The Balance Sheet” continues in the same 
path that it has started, I think that it will not 
be long till it will be to the bookkeeping teacher, 
what the penmanship journals are to the teacher 
of penmanship. It is certainly a help, even now 
in its youthful period. I predict a great future 
for it. 

Very truly yours, 


J. B. SIMMONS, Prin. 
Commercial Department, 
Memphis Business College, 
Memphis, Tenn. 


After reading the above letter the editor was 
forced to purchase a new hat, so hereafter be 
careful what you write for hats cost a lot of 
money these days. 


GENTLEMEN: 

I received the January number of “The Bal- 
ance Sheet” and was very much impressed with 
it. I have not only read it through, but I am 
filing it away for future reference. I hope that 
vou will keep my name on the mailing list so 
that I will not miss any of the future numbers. 


Yours truly, 


I. M. HOFFMAN, 
Central High School, 
St. Louis, Mo. 

If you filed it away like we do some things, 
you will never be able to find it again. How- 
ever, if you cannot find it, write us and we will 
send you another copy. 


GENTLEMEN: 

Your new publication, ““The Balance Sheet,” 
of which I have just received a copy of the 
second issue, is the most inspirational message 
that it has been the good fortune of commercial 
teachers to receive in years. I can not speak 
too highly of the progressiveness of the company 
that has sensed the greatest need of teachers of 
this class and has so well supplied that need. 

The articles, problems and solutions, ques- 
tions and answers, tests, etc., contain that live, 
everyday, up-to-the-minute information that 
every commercial teacher needs: and I, for 
one, can not assure you too often or in too great 
a degree of my appreciation. 

Very truly yours, 
GEORGE D. SNYDER, 
High School for Boys, 
Reading, Pa. 


Your letter was no small inspiration efther. 
Remember we are depending upon the com- 
mercial teachers to furnish us with that “‘live, 
everyday, up-to-the-minute information’’ that 
you speak about. You can help us to keep 
this publication interesting and worth while. 


0 
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GENTLEMEN: 

I was very agreeably surprised today to find 
in my mailbox at school a copy of “The Balance 
Sheet,” and further surprised and pleased to 
find all the “snappy” intimate articles therein. 
Fine! Congratulations! If it is published regu- 
larly and there is a subscription price, let me 
know and the money follows. 

Cordia!ly yours, 
CHARLES R. LYNN, 
Head of Com’l Dept. 
Hope Street High School, 
Providence, R. I. 


We haven’t agreed upon the subscription 
price yet. It begins to look as though it won’t 
cost you anything for this publication as long 
as you feel this way about it. If, however, 
we discover that you are losing interest you 
stand a good chance of being charged a sub- 
scription fee. 


INFORMATION REGARDING EXAMINA- 
TION OF CANDIDATES FOR CERTIFI- 
CATES TO TEACH COMMERCIAL 
SUBJECTS IN THE CHICAGO 
PUBLIC HIGH SCHOOLS 

The next examination will probably be held 
about June 28, 1920, as the list of eligible com- 
mercial teachers is practically depleted. 

No University degree required for limited 
certificates. Salary, $1,600 to $2,500. Annual 
increase, about $150 per year. 

Teachers holding general certificat: 
a salary from $1,600 to $3,400. 
crease, $200 per year. 

Commercial Continuation Schools pay 10 to 
20°7 above regular schedule for a longer day's 
work. 

Day school teachers are eligible for evening 
school positions four evenings per week, five 
months per year, at $4.00 to $5.00 per evening. 

For information booklet, address Board of 
Examiners, Room 828, Tribune Building. Send 
10 cents for copies of previous examinations 

The present need for teachers seems to indi- 
cate that successful candidates will have little 
difficulty in obtaining positions in September, 
1920. 


are paid 
Annual in- 


WILLIAM BACHRACH, 


Supervisor of Commercial Work in the 
High Schools, Chicago, II. 





Mr. J. P. Simon, President. 
New Era Business College, Supe- 
rid?, Wis., died on March 22d 
after an illness of several weeks 
from complications — resulting 
from Influenza and Bronchitis. 











NEWS 


(Continued from page 18) 


C. H. Prager, formerly head of the 
Commercial Department of the Ham- 
mond, Ind., High School, has just ac- 
cepted a position as head of the Com- 
mercial Department of the Gregg Nor- 
mal School at Chicago, Ill. 


J. A. Snyder, of the East Side High 
School, Cincinnati, Ohio, recently re- 
signed his position to accept a position 
as salesman. Another good man at- 
tracted away from the teaching profes- 
sion on account of better financial op- 
portunities in the business world. 


Effie McKee, formerly head of the 
Commercial Department in the Iron- 
ton, Ohio, High School, has resigned to 
accept a similar position at Hamilton, 
Ohio, where she succeeds Miss Miriam 
Jackson who is now teaching in the 
High School of Commerce at Cleveland, 
Ohio. 


J. C. Evans, formerly head of the 
Commercial Department in the High 
School at Plainfield, N. J., has pur- 
chased a half interest in the Warren 
Business School at Warren, Ohio. 


Coleman Hall Bush, head of the 
Commercial Department of the Jack- 
sonville, Fla., High School, has _re- 
cently been appointed Principal of 
the new K. of C. Evening School for 
ex-service men in Jacksonville. He 
still retains his position as head of the 
High School Commercial Department. 


W. G. Scraberry, formerly Princi- 
pal of the High School at Gallipolis, 
Ohio, is now Superintendent of Schools. 


Frank J. Kirker, Director of Busi- 
ness Training in the Kansas City Poly- 
technic Institute, Kansas City, Mo., 
has been engaged as head of the sum- 
mer school commercial work of the 
teachers’ training course at the Uni- 
versity of California, Berkeley. Mr. 


Kirker’s successful work here last sum- 
mer resulted in his reengagement. 
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HISTORY BY EAR 
S. S. Teacher—Now, boys, who can tell me 
who the apostles were? 
Wide-Awake Willie—I can. They were the 
wives of the epistles —California Wampus. 


NOT WITH STANDING 

The teacher said, as reported in Strickland 
Gillilan’s “Sample Case of Humor:’ “Some 
one in the class give me a sentence containing a 
conjunction; pick out the conjunction and tell 
what it connects.” A boy finally puzzled out 
this answer: “The goat will butt the boy. 
Butt is a conjunction, connecting the goat and 
the boy.” Another boy, who was asked to give 
a sentence containing the word ‘“‘notwith- 
standing,”’ wrote: ‘““The man’s trousers were 
worn out, not with standing.” 


Some “howlers” from school examinations: 

A blizzard is the middle of a hen. 

Geometry teaches us how to bisect angels. 

When Cicero delivered his oration he was a 
prefix. 

A circle is a round straight line with a hole in 
the middle. 

Posting means setting on a post. 

These are probably intentional examples of 
school-room wit: 

A mountain range is a large sized cook stove. 

To stop nosebleed, stand on your head till 
your heart stops beating. 

The chamois is valuable for its feathers, the 
whale for its kerosene. 


OOF! 

“Do you believe that heat produces anger?” 
asked Smith. 

“Did you ever put the lighted end of your 

cigar in your mouth by mistake?” replied Jones. 

—Cincinnati Enquirer. 
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A FEW TALES 





ENOUGH IS PLENTY 


A Milwaukee school teacher recently received 
the following note from the mother of one of her 
pupils: 

“Dear Teacher: Excuse John for being away 
yesterday. He played truant, but do not whip 
him for it. Two boys he was with in the morn- 
ing licked him, and a man he threw a snowball 
at licked him, and a truck driver he hung onto 
licked him, and the man who owned a dog he 
hit licked him, and the grocery man licked him 
for taking an apple, and an automobile driver 
licked him for blowing the horn. Then I licked 
him when he came home, then his father licked 
him when he came home, then I had to lick him 
again for sassing me for telling his father on him, 
then his father licked him for sassing me. So 
you need not lick him this time.” 


FILIAL ADMIRATION 


“You have acted in a decidedly ungentle- 
manly way, Augustus.” 

Thus spoke the father of Augustus when he 
found his son had stolen jam from the larder. 

“It may not seem a very great crime to you 
Augustus,” continued his parent, “‘but little 
things lead to big things. The child is father to 
the man, my boy, and the little petty theft of 
today may be the great crime of tomorrow. 
Besides, Augustus, you were disobedient. You 
were forbidden to take jam, and you took it. 
Disobedience, Augustus, is the root of all evil. 
Remember that, my boy, and you will rise in 
the world to cast off the blur of commenplace 
duplicity.” 

As his father paused for breath Augustus 
turned a beaming face to his mother. 

“Oh, ma!” he exclaimed, 
ing?”’—Chicago News. 


“isn't pa interest- 
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COMMERCIAL LAW 
(Continued from page 8) 


ments, whether right or wrong, and 


then the course will develop into 
haphazard rhyme instead of logical 


reasoning. 


By cooperation of 


eer te ri teachers and coor- 
ne, Si dination of subjects, 


Other Subjects the Jaw teacher 


will have a helpful combination to 
reinforce his work and insure more 
rapid progress. For instance: why 
not ask the penmanship teacher to 
assign legal maxims for exercises 
instead of “Olives grow in southern 
Europe” or “The moon is made of 
green cheese’? Why not supply the 
spelling teacher with a list of legal 
words with the request that the stu- 
dent clearly define and accurately 
employ them in sentences? Such an 
aid would give the student a work- 
ing legal vocabulary and a_ better 
understanding of the legal terminology 
employed in the text. Under “U. 5. 
Money” the arithmetic teacher could 
discuss legal tender; under partner- 
ship, the marshaling of assets. Since 
Oral English is the rule rather than 
the exception in the more progressive 
commercial schools, the English teacher 
can render invaluable assistance by as- 
signing original cases for oral discus- 
sion. These cases will embrace such 
legal principles as have been previously 
covered in the law class and will be 
supplied by the law teacher. In dic- 
tation class, the shorthand teacher 
has constant opportunity to acquaint 
his students with many of the every- 
day doctrines of law. The cor- 
respondence teacher also may lend a 
hand by explaining the legal danger 
points in contracts by mail. A “‘ques- 
tion box’’, into which students may 
deposit legal questions, is a source of 
much interest and breaks up the monot- 
ony of text book routine. In the solu- 
tion of cases, an exchange of ideas 
should be encouraged so as to stimu- 
late added interest. To arrange the 


Cooperation of 
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pros against the cons will insure 
more universal attention and render 
the work more popular and profitable. 
Invite the students to bring legal 
documents, such as leases, insurance 
policies, and contracts for inspection 
and discussion. This personal touch 
to the work is productive of extra 
endeavor. 


It is safe to presume 
that the purpose of 
studying commercial law 
is not to get out of trouble so much as 
to keep one from getting into it. 
Hence it is well to advise the student 
not to rely entirely upon his own know!l- 
edge of the law but, in cases of much 
importance, to seek the advice of an 
attorney for it has been said that 
“A man who is his own lawyer gener- 
ally has a fool for a client.” 


The 
Purpose 


As a last aid I would 
Reference suggest that a list of 
Works reference works on com- 
mercial law, which can be secured at 
the library, be posted in the recita- 
tion room. ‘To encourage legal re- 
search on such matters as Working- 
men’s Compensation, Employers’ Lia- 
bility, Federal Reserve Act, ete., is 
to prepare the boy of today for the 
successful business man of tomorrow. 


Horace Z. Wilber, formerly a Pro- 
fessor at the University of Michigan, 
is now Assistant State Superintendent 
of Public Instruction of Michigan. 
He just recently returned from oversea 
service where he had been sent by the 
Army Y. M. C. A. as an Educational 


Director. He was attached to the 
Army of Occupation for several 
months. 


A. A. Metcalf is now Superinten- 
dent of Schools at Boyne City, Mich. 
Last year he was Director of the Army 
Y. M. C. A. activities in the Detroit 
District, having supervision over a 
wide scope of activities, including 
social, educational, physical and recre- 
ational work. 
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BE SPECIFIC 


(Continued from page 6) 


him? What relation does this have to 
the entry in the lesson? 


The same setting could be used 
discussing credits to personal accounts. 
Ask Fred what Mr. Stein said when he 
paid the latter $30.00 for the suit three 
weeks later. Mr. Stein probably said, 
“Thank you. I'll see that your ac- 
count is credited with this.” Here 
again is the very essential point of cor- 
relation of which the teacher should 
always take advantage—the popular 
use and correct technical use of the 
term credit are the same. Again the 
method of procedure might be dis- 
cussed, as well as the other account in- 
volved, depending on the method 
bookkeeping approach in use. 


Application to Statements. In ex- 
plaining closing and adjusting entries, 
the preparation of statements and so 
on, one can not use local characters to 
such an extent, but specific figures can 
always be put on the board to help in 
the presentation. The name of a local 
merchant, however, can be used to ad- 
vantage in speaking of these internal 
adjustments. 


A distinction should be made be- 
tween the use of a mass of details to be 
learned and a mass of details to assist 
in getting the proper setting for the 
presentation of the principle. Through 
a maze of papers, books, instructions, 
references and so on, one is likely to 
miss the essential principle. By the 
use of detailed descriptive material, 
which the scholar readily recognizes as 
“trimmings,” the attention is di- 
rected more forcibly to the main point. 
The ordinary playing of a fifty-piece 
orchestra detracts from the effective- 
ness of the violin soloist. The display 
of fifty palms, ferns and flags, and the 


tastefully placed screens add mate- 
rially to one’s appreciation of the 
soloist. 


REAL AND NOMINAL ACCOUNTS 


(Continued from page 2) 
interest?” ‘What is interest?” “What 
does it look like?”’ “Can you taste it 
or feel it?” In nearly every class there 
will be one or more who avow they 
have seen interest in the shape of 
money. Of course, this is what the 
teacher wants, because it affords such 
a fine setting for making clear that 
what he saw was cash and the contra 
entry was the debit or credit to inter- 
est—the name given to the payment 
of money for the use of capital. 


Many other ways of clarifying the 
subject will occur to the average 


The idea is that such a classi- 
fication one of the fundamental 
principles of accounting and the at- 
tempt to make it stand out clearly can 
hardly be begun early in the 
course. 


teacher. 


is 


too 


COMMERCIAL EDUCATION 


(Continued from page 5) 


which is eliminating time and space, 
and bringing the peoples of the earth 
into a closer communion and brother- 
hood. 


Such are my conceptions of com- 
merce and commercial training,—not 


a training in shorthand, bookkeeping 
and typewriting, but a training special- 
ized and potentialized for each and 
every phase of commerce in all its 
various ramifications; a training that 
will enable the young man or young 
woman who is engaged in any particular 
work to bring to bear upon that work 
all his natural power and talent, aided 
and abetted by such stimulus as his 
studies may give him. To my mind, 
the chief end of all education should 
be to enable us to contribute some- 
thing to the progress of our race, to 
render the greatest service to our fel- 
low men, and to enable us to extract 
the greatest happiness from our con- 
tact with men and our environment. 
























arin 











ip 


Seiya 




























Notices from schools needing teachers, teachers wanting a position, 
schools for sale, and persons desiring to purchase a school, will be inserted 
on this page free of charge. 








SCHOOLS FOR SALE 


Business College and building In Wiscensin city of 
14,000. Established in 1890. Good attendance. If in- 
terested, write ‘‘G’’, c/e South-Western Publishing 
Ce., Cincinnati, Ohio. 


Will sell up to half interest in high grade Business 
College that will net two partners around $5,000 annually 
each. Present inventory around $20,000. A man taking 
hold of this proposition must be a wide-awake, streng 
echool man who can take complete charge of one of these 
schools. Address, ‘‘Purchase’’, c/o South-Western Pub. 
Co., Cincinnati, Ohio. 


A school in Seuthern Califernia, city of 12,000 pepa- 
tation, with a district ef over 25,000 te draw from. An A-1 
scheel In first-class condition. Ne cempetition. Schoel 
may be had for cash or terms. Address, No. 42, c/e 
South-Western Publishing Co., Cincinnati, Ohie. 


A live wire Business College in one of the rapidly 
growing sections of the state. Large attendance both day 
and night. Equipment practically new, three special 
instractors. Excellent location and an enviable reputa- 
tion. Address, ‘‘Live Wire’’, c/e South-Western Pub. 
Co., Cincinnati, Ohie. 


Owner of established Ohio Business Scheol in city 
of 20,000 population will sell school at inventory value. 
Health will not permit continuing in school werk. 
Finely equipped. Address, ‘‘Ohio’’, c/o South-Western 
Pub. Co., Cincinnati, Ohio. 


A Business College of exceptionally high standing, 
good attendance and no debts in large city, Central West. 
On account of age and financial independence owner 
wishes to retire. Prefer to sell all but would accept cap- 
able and desirable partner. About $6,000 will handle it, 
balance can be paid out ofincome. Address, Ne. 45, c/e 
South-Western Pub. Co., Cincinnati, Ohio. 


A Business College in ‘the Central States. Estab- 
ished seven years. Price $1,000. Failing health only 
reason fer wanting to sell. Address, “‘H. H.”’, c/o 
South-Western Pub. Co., Cincinnati, Ohio. 


Business School with splendid reputation and good 
equipment in Central States. Owner desires to lecate 
in a College city on account of children. Address, No. 
60 ,c/o South-Western Pub. Co., Cincinnati, Ohio. 


Old established Business College in Southwest, doing 
good business. In progressive city of about 20,000 popu- 
lation. Well equipped. Excellent reputation. Good rea- 
gon for selling. Address, “‘SB’’, c/o South-Western 
Pub. Co., Cincinnati, Ohio. 


TEACHERS WANTED 


A thoroughly trained young man who can teach ‘‘20th 
Century Bookkeeping’’ and other commercial ee 
in a good, small business coliege. Must possess 
ability. Salary $200 to $300 per month for twelve ae wg 
Address ‘‘Northwest”’’, c/o Seuth-Western Pub. Ce., 
Cincinnati, Ohio. 


Two thoroughly capable and tested instructors, whe 
can command the respect of students and get results, 
wanted by a high grade school. One te begin July 1 and 
to have charge of an Introductory Cemmercial Depart- 
ment, the other'to begin September 1 and te have charge 
ef an Advanced Business and Banking Department. No 
night school. Enclose photograph and state salary de- 
sired. Address, No. 9, c/e South-Western Pub. Ce., 
Cincinnati, Ohio. 


Position open for man capable of taking charge of 
Commercial Department of a large Private Business 
School in Central States, located in‘city of 1,000,000 popa- 
lation. Must be experienced, well trained and a good 
penman. An unusual opportunity for the right man. 
— No. 474, ¢/o South-Western Pub. Coe., Cincin- 
nati, 0. 


WANTED TO BUY A SCHOOL 


Wanted, a ‘‘going’’ Business College. One in geed 
territory. Prefer South or West. Address, Ne. 20, ¢/e 
South-Western Pub. Co., Cincinnati, Ohio. 


stablished school in a town of 25,000 or more popu- 
lation. Must have good surrounding territery te draw 
from. Would.like possession July or August, 1920. Can 
paycash. Address, No. 35, c/o South-Western Pub. Ce., 
Cincinnati, Ohio. 

An experienced and well qualified yeung man, new 
Head of the Commercial Department of a large Business 
College, wishes to buy a part or whole Interest In a good 
Business College. Address, No. 33, c/o Seuth-Westera 
Pub. Co., Cincinnati, Ohio. 


An experienced Business College man wants te buy 
an established college. Give description and state terms. 
Address, Ne. 31, c/o South-Western Pub. Ce., Cincin- 
nati, Ohio. 


Wanted to purchase a Business College by an exper- 
fenced man. State full particulars In reply. Address. 
*“*E.C.”’ .c/e South-Western Pub. Ce., Cincinnati, Ohie 


An experienced commercial teacher desires te pur- 
chase a Business School near New York City. Address, 
“*New York’’, c/o South-Western Pub. Co., Cincinnadl, 
Ohio. 


POSITIONS WANTED 


Young man with B. C. S. degree, wants te make « 
change next year. Now teaching in one ef the best High 
Schools in the South. Address, Ne. 43, ¢/e Seuth- 
Western Pub. Co., Cincinnati, Obio. 


A well qualified commercial man with considerable 
successful experience, now at the Head ef one ef the 
largest High School Commercial Departments Im the 
Northwest, will be glad te get in teuch with parties wish- 
ing such an applicant. Address, *‘A”’, c/e Seuth- 
Western Pub. Co., Cincinnati, Ohio. 


Man with High School and University Training abread 
desires position as commercial teacher In a Bearding 
School for Boys. Five years’ experience. Age 32. Address, 
No. 41, ¢/e South-Western Pub. Co., Cincinnati, Ohie. 


A man with University and Business College Training, 
experienced in teaching **20th Century Bookkeeping and 
Accounting,’’ Gregg Shorthand and Penmanship, de- 
sires a place with some first-class Business College for 
the summer. May buy interest. Address, ‘‘W’’, c 
South-Western Pub. Co., Cincinnati, Ohio. 


Man witk fifteen years’ experience as teacher, seven 
years in Public Schools, seven years Business Cellege 
experience, ene year as Head of Cemmercial Depart- 
ment of Indiana Accredited NormaljScheel. Address, 
Ne. 4, ¢/e Seuth-Western Pub. Co., Cincinnati, Ohie. 


Live wire woman teacher. Nine years’ experience 
teaching Gregg Shorthand and allied subjects. New 
Head of Commercial Department High Scheol. 
Would like position for June, July and August. 
May contract for 1920-1921 if position is satisfactery. 
Address, ‘‘E. M. S.”’, c/o Seuth-Western Pub. Ce., Cin- 
cinnati, Ohio. 


Twe high grade, experienced Business Scheol men 
of managerial caliber, now connected with an eastern 
school, desire change September 1. Theroughly fa- 
miliar with Business School management. All subjects. 
Middle Atlantic or New England States preferred. 
Address, “‘D’’, c/e South-Western Pub. Ce., Cincin- 
nati, Ohio, 


Position wanted as manager of large Business Scheol, 
paying not less than $3,500, by man with 1@ years’ sue- 
cessful commercial teaching experience. University 
graduate. LL. B. and C. P. A. degrees. Address, ‘‘Chi- 
eago”’, c/o South-Western Pub. Ce., Cincinnati, Ohie. 








STUDY PUBLIC ACCOUNTING AND 
AUDITING DURING YOUR 
SPARE TIME 


Broaden your knowledge of bookkeeping, accounting and 
auditing principles and practice. Prepare for the C. P. A. Exam- 
inations. Become a more successful teacher of bookkeeping and 
accounting. Make your services more valuable to the community 
and to those depending upon you for a business training. Since 
this department was created a few months ago for the purpose 
of offering a Course in Public Accounting and Auditing to com- 
mercial teachers at cost—more than TWO HUNDRED commer- 
cial teachers have subscribed for the course. 


Excerpts from a few letters received from subscribers: 


“Received Unit One and think it is simply fine. I have several friends who 
are taking accounting courses with correspondence schools and think that this 
course covers the ground more thoroughly than those courses.” 


“As I have about completed the first section of your Accounting Course, I 
feel that I can not lose the opportunity to continue with the rest of the course. 
I realize that I have received valuable results in the way of practical knowledge 
and helpful suggestions.” 


“You have concentrated into a small space the practical essentials, and the 
selection of authorities and problem material could scarcely be improved upon.” 


“At present I am taking up your Teachers’ Course in Public Accounting and 
Auditing, and find it equal to any of the widely advertised Correspondence Courses 
selling at $150.00 or so.” 


“The elaborate explanations and helpful suggestions were more than I reason- 
ably expected and as a consequence impressed me most favorably. I sincerely 
recommend it to those commercial teachers who are looking for something really 
good in their line—something that will not only better qualify them for their 
work as teachers, but will, at the same time, win for them, perhaps, a higher ap- 
preciation of the possibilities abead of them in the field of accountancy.” 


THIS COURSE IS AVAILABLE FOR SCHOOL USE 


A teacher who has completed this course in Accounting and 
who desires to use the text material in his classes may do so. No 
royalty is charged. All material is furnished at the usual cost of 
text books. We also furnish the teacher with solutions to the 
problems, lectures, tests, etc., without cost. A number of Univer- 
sities, Colleges, both Public and Private, Normal Schools, Y. M. 
C. A.’s and K. of C. Service Schools have adopted this course 
in the past few months. The text material will be available either 
in pamphlet form or bound in a set of two volumes. Full particu- 
lars with regard to the teachers’ course, or to the adaptability 
of this material for school use will be furnished upon request. 


C. P. A. Department 


‘SOUTH-WESTERN PUBLISHING CO. 
309 W. Third Street, 
Cincinnati, Ohio. 

















